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For information on youth employment opportunities, contact a career 
counselor at your high school or employment counselor or job and information 
center coordinator at your local NH Employment Security Offi ce.

For information on becoming a Sales Representative  see Sources of additional 
information within this brochure.
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So, you want to be a . . . 

Sales Representative

Marketing, Sales & Service

Here are a few things
you should know.

For more information on this series of brochures, or to fi nd out about our other products, contact us at:

New Hampshire Employment Security 
Economic and Labor Market Information Bureau
32 South Main Street, Concord, NH 03301-4857
Phone: (603) 228-4124,  E-mail: elmi@nhes.nh.gov,  Web site: www.nhes.state.nh.us/elmi

Berlin (752-5500)
151 Pleasant St., P.O. Box 159, 03570-0159 
Claremont (543-3111)
404 Washington St., P.O. Box 180, 03743-0180 
Concord (228-4100)
10 West St., P.O. Box 1140, 03302-1140 
Conway (447-5924)
518 White Mountain Highway, 03818-4205
Keene (352-1904)
109 Key Rd., 03431-3926 
Laconia (524-3960)
426 Union Ave., Ste. 3, 03246-2894
Lebanon (448-6340)
85 Mechanic St., 03766-1506
Littleton (444-2971)
646 Union St., Ste. 100, 03561-5314 
Manchester (627-7841)
300 Hanover St., 03104-4957
Nashua (882-5177)
6 Townsend West, 03063-1217
Portsmouth (436-3702)
2000 Lafeyette Rd., 03801-5673
Salem (893-9185)
29 South Broadway, 03079-3026 
Somersworth (742-3600)
243 Rt. 108, 03878-1512

Projected to be among the occupations with the most openings

(New Hampshire Occupational Projections, 2004-2014)

Employment
Your gateway to New Hampshire workforce and career information



Training/Education 
Needed
Moderate On-the-Job 
training 
A Bachelor’s Degree is 
increasingly more desired. 
To see if programs are 
available in NH go to 
(NHetwork) at www.nhes.
state.nh.us/nhetwork/

Basic Skills 
Reading, listening, 
writing, speaking

Job Skills 
Speaking, social 
perceptiveness, service 
orientation, persuasion, 
negotiation, reading 
comprehension, critical 
thinking, coordination, 
management of material 
resources, mathematics, 
instructing, active 
learning, judgement 
and decision making, 
active listening, time 
management

Interests 
(Holland Code)  

ESR 
(Enterprising, Social, 
Realistic)

Career Cluster
Marketing, Sales and 
Service

Working Conditions 
Generally extensive 
travel involved
(Hours can be long but 
often have freedom to 
set own schedule)

Average Work Week
40+ hours
(The nature of the work 
and travelling can cause 
long hours)

Sources of Additional 
Information
NH Employment Security 
(Contact offi ce nearest 
you or go online to  
www.nh.gov/nhes/)

Manufacturers’ Agents 
National Association
PO Box 3467
Laguna Hills, CA 92654 
www.manaonline.org

Manufacturers’ 
Representatives Educational 
Research Foundation
PO Box 247
Geneva, IL 60134 
www.mrerf.org

Sources: NH Employment Projections, 2004-2014; Occupational Outlook Handbook, 2006-2007 (OOH); Bureau of Labor Statistics Guide to Industries; O*Net Online

You’ll want to 
know a few things 
about this career.
Average Annual Wage
 $26.80

Expected 10 year 
Growth
 18%

Average Annual 
Openings 
 277

Tasks 
1. Answer customers’ questions about 

products, prices, availability, product uses, 
and credit terms. 

2. Recommend products to customers, based 
on customers’ needs and interests. 

3. Contact regular and prospective 
customers to demonstrate products, 
explain product features, and solicit 
orders. 

4. Estimate or quote prices, credit or 
contract terms, warranties, and delivery 
dates. 

5. Consult with clients after sales or contract 
signings in order to resolve problems and 
to provide ongoing support. 

Source: Online O*Net Center

6. Prepare drawings, estimates, and bids 
that meet specifi c customer needs. 

7. Provide customers with product samples 
and catalogs. 

8. Identify prospective customers by using 
business directories, following leads 
from existing clients, participating in 
organizations and clubs, and attending 
trade shows and conferences. 

9. Arrange and direct delivery and 
installation of products and equipment. 

10. Monitor market conditions, product 
innovations, and competitors’ products, 
prices, and sales.

So, you want to be a . . . 

Sales Representative (excludes technical & scientifi c products)

Projected to be among the occupations with the most openings (New Hampshire Occupational Projections, 2004-2014)


